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AMERICAN  TELEPHONE  &  TELEGRAPH 
BELL  PRIVATE  Lir£  MARKET 


•  THE  BELL  PRIVATE  LINE  INTERSTATE  MARKET  REACHED 
ABOUT  $3.5  BILLION  IN  1983  BY  INPUT  ESTIMATE.  THE 
LONG  TERM  GROWTH  RATE  IS  ABOUT  $19.7%  PER  YEAR  IN 
REVENUES.  THE  1977  TO  1982  RATE  WAS  EVEN  MORE 
RAPID,  AVERAGING  22.^%  PER  YEAR. 

•  IN  1982  THIS  MARKET  WAS  20  TIMES  LARGER  THAN  THE 
VAN  MARKET.  IT  IS  NOT  SO  MUCH  A  MARKET  AS  IT  IS  AN 
ENVIRONMENT  SINCE  VANS  PASS  ALONG  TO  THE  PL 
CARRIER  A  SUBSTANTIAL  PORTION  OF  THEIR  REVENUES. 
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1977-1983 
($000,000) 


3500 


3000 


2500  •- 


2000  ■- 


1500 


1000  - 


500  - 


3, 501(E) 


3,258 


2,705 


1,804 


1,537 


1,348 


1,  188 


+13.5% 


+14.0% 


+17.4% 


+49.9% 


+20.4% 


7.5% 


77 


78 


79 


80 


81 


Average  annual  revenue  growth,  interstate  private  line  =  19.7% 
Average  annual  revenue  growth,   interstate  private  line  =  22.4% 
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AMERICAN  TELEPHONE  &  TELEGRAPH 
BELL  PRIVATE  Llf€  MARKET 


9  PROPELLING  THIS  MARKET  HAS  BEEN  THE  GROWTH  OF  THE 
AT&T  CLASSIFICATION  "OTHER"  PRIVATE  LINE.  "OTHER" 
IS  PRIMARILY  PL  FOR  DATA.  NOTE  THAT  OF  THE  TOTAL 
13,861  CUSTOMERS  IN  1982,  62.3%  WERE  USING  DATA 
PRIVATE  LINE.  THE  CORRESPONDING  VALUE  5  YEARS 
EARLIER  WAS  31.8%. 

9  EXPRESSED  ANOTHER  WAY,  TOTAL  PRIVATE  LINE 
CUSTOMERS  GREW  AT  A  RATE  OF  7.1%  PER  YEAR  WHILE 
DATA  CUSTOMERS  GREW  22.5%  PER  YEAR.  TELEPHONE 
PRIVATE  LINE  GREW  AT  AN  AVERAGE  RATE  1.6%  PER  YEAR 
1977-1982  AND  ACTUALLY  LOST  5%  OF  ITS  CUSTOMERS  IN 
1982. 
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BELL  SYSTEM  PRIVATE  LINE 
INTERSTATE  CUSTOMERS 
1977  -  1982 


20 

19 

18 
17 

16 
15 
14 

13 
12 

11 

10 
9 

8 
7 
6 
5 
4 
3 
2 

1 


3,127 


9,835 


8S820 


3,734 
(19.4%) 


9,342 
(5.9%) 


4,645 
(24.4%) 


9,754 
(4.4%) 


5,746 
(23.7%) 


10, 107 
(3.6%) 


7,467 
(29.9%) 


A—  - 


10,030 
(-0.8%) 


8,629 
(15.5%) 


13,861 


9,533 
(-5.0%) 


"OTHER' 


TELEPHONE 


1977  1978  1979  1980  1981 

Average  Annual  Growth  Telephone  Private  Line     =  1.6% 
Average  Annual  Growth  "Other"  (Data)  Private  Line     =  22.5% 
Average  Annual  Growth  Total  Private  Lines    =  7.1% 
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AMERICAN  TELEPHONE  &  TELEGRAPH 
BELL  PRIVATE  LINE  MARKET 


•       OBSERVE  THAT  CIRCUIT  MILES    INCREASED  AT  A  MUCH 

LOWER    AVERAGE    GROWTH    THAN    REVENUES  OVER  THE 

PERIOD.  AVERAGE  MILEAGE  GROWTH  WAS  12.3%  PER 
YEAR. 
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BELL  SYSTEM  PRIVATE  LINE 
INTERSTATE  CIRCUIT  MILES 
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AAGR  CIRCUIT  MILES,  1977-1982  =  12.3% 
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AMERICAN  TELEPHONE  &  TELEGRAPH 
BELL  PRIVATE  LINE  MARKET 


o  ALSO  OBSERVE  THE  PATTERN  OF  MILEAGE  GROWTH .  RAPID 
GROWTH  1977-1980  FOLLOWED  BY  A  SHARP  TAPERING  OFF. 

•  GROWTH  IN  PL  APPERS  TO  BE  RELATED  TO  COST  QUITE 
CLOSELY.  ON  A  REVENUE  PER  CIRCUIT  MILE  BASIS, 
COST  WAS  STABLE  OR  SLIGHTLY  DECLINING  1977-1980. 
$  PER  CIRCUIT  MILE  HAD  BEEN  DECLINING  SINCE 
1972.  CONVERSELY,  CIRCUIT  MILES  INCREASED 
RAPIDLY. 

e  IN  1981  (JUNE)  THERE  WAS  A  MAJOR  PRICE  INCREASE 
PUSHING  PER  MILE  REVENUES  UP  BY  35.8%.  MILEAGE 
GROWTH  SCRUBBED  OFF  RAPDILY.  REVENUE  PER  MILE 
INCREASED  SHARPLY  AGAIN  IN  1982,  FURTHER 
DEPRESSING  MILEAGE  GROWTH. 
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BELL  SYSTEM  PRIVATE  LINE 
INTERSTATE  REVENUE  PER 
CIRCUIT  MILE 
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1977-1982  AAGR  REVENUE  PER  CIRCUIT  MILE  =  9.0% 
19  79-1982     AAGR  REVENUE  PER  CIRCUIT  MILE  =  17.1% 

1972  REVENUE  PER  CIRCUIT  MILE  =  $14.19 
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AMERICAN  TELEPHONE  &  TELEGRAPH 
BELL  PRIVATE  LINE  MARKET 


•  FROM  THE  STANDPOINT  OF  BILLS  SEEN  BY  THE  CUSTOMER, 
THE  INCREASES  WERE  EQUALLY  SHARP.  ALTHOUGH  THE 
AVERAGE  BILL  GREW  14.2%  PER  YEAR,  VERY  STRONG 
INCREASES  WERE  SEEN  IN  1981  AND  1982.  HERE  IS  THE 
SOURCE  OF  CIRCUIT  MILEAGE  GROWTH  CURTAILMENT. 

«  FROM  TH I S  DATA  WE  CAN  SEE  THE  ACTUAL  GROWTH  1 N  THE 
PL  MARKET  WAS  12.2%/YEAR  1977-1982  ON  THE  BASIS  OF 
CIRCUIT  MILES  AND  22.4%  ON  THE  BASIS  OF  REVENUE. 
APPROX I MATLEY  36%  OF  GROWTH  IN  PL  REVENUE  WAS  DUE 
TO  PRICE  INCREASES  (ALL  IN  81/82)  AND  6k%  WAS 
GROWTH  IN  CIRCUIT  MILES. 

e  THE  BEHAVIOR  OF  VAN  USAGE  CLOSELY  TRACKS  THE  PL 
PATTERN  SINCE  VENDORS  TRANSMIT  PRICE  INCREASES 
FROM  THE  UNDERLYING  CARRIER  TO  USERS. 
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AVERAGE  ANNUAL  BILL  GROWTH  =  14.2%  1977-1982 


INPUT 


BELL  SYSTEM  INTERSTATE  PRIVATE  LINE 
SHARE  OF  REVENUE  DUE 
TO 

PRICE  INCREASE 
x   1977  Vs.  1982 


$3,258,188,000 


"Real"  Revenue  Growth    =     12.3%     (Circuit  Miles) 

Reported  Revenue  Growth  =  22.4%     (Circuit  Miles  Plus  Price  Increases) 
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AMERICAN  TELEPmNE  &  TELEGRAPH 
AT&T  COMMUNICATIONS 


0  GENERALLY  LACKS  FLEXIBILITY  AND  OPTIONS  PREVALENT 
WITH  OTHER  CARRIERS,    A  TARRIFF  MENTALITY  LEGACY. 

•  APPLICABLE  "VALUE-ADDED  SERVICE  IS  BPSS  -  BASIC 
PACKET  SWITCHING  SERVICE  OR  ACCUNET  PACKET 
SERVICE. 

•  AVAILABLE  AT  TWO  SPEEDS  CURRENTLY  9.6  AND  56  UBPS. 

•  NO  PACKET  ASSEMBLY  OR  DISASSEMBLY  AVAILABLE  BUT  IS 
X.25  1980  PACKET  INTERFACE  STANDARD. 

0       TWO  BASIC  CAPABILITIES: 

VIRTUAL  CALL  CAPABILITY  SETS  UP  AND  CLEARS 
CALLS  AS  MADE 

PERMANENT  VIRTUAL  CALL  THE  EQUIVALENT  OF  A 
PACKET  "PRIVATE  LINE" 
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AMERICAN  TELEPHONE  &  TELEGRAPH 
AT&T  COMMUN I  CAT  I ONS 


•  ALSO  PROVIDES  CLOSED  USER  GROUPS,  HUNT  GROUPS  OF 
UP  TO  20  ACCESS  LINES  AND  CAN  HANDLE  UP  TO  1000 
ADDRESSES  PER  ACCESS  LINE, 

9       CAN  CONNECT  TO  OTHER  SYSTEMS  VIA  DDS. 


CHARGES 

PER    9.6    PORT:  $850/MONTH    PLUS  $500 

I NSTALLAT I  ON 

PER    56.0    PORT:  S1200/MONTH    PLUS  $500 

I NSTALLAT I  ON 

PER  1000  PACKETS:  $1.35 
PER  CALL  SETUP:  $0.0068 

SUBJECT  TO  MINIMUM  CHARGES  OF  $365 .00/MONTH 
FOR  9.6  AND  $1090/MONTH  FOR  56  KBPS  PORT  AND 
A  MINIMUM  OF  3  MONTHS  NOTICE  BEFORE 
D I SCONT I NUAT I  ON . 
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AMERICAN  TELEPHONE  &  TELEGRAPH 
AT&T  COMMUN I  CAT  I ONS 


•  UNDERLYING  SERVICE  FOR  NET  1000. 

@       ACCESS  L I NE  CHARGES  AND  PADS  ARE  EXTRA  COST . 

•  BASIC  ATTCOMM  STRATEGY  IS  TO  "LET  THE  MARKET  DRIVE 
THE  SERVICE."  THEY  WILL  NOT  BRING  UP  LOCATIONS 
"AHEAD  OF  CUSTOMER  DEMAND". 

•  THERE  IS  A  PERCEPTION  THAT  EXISTING  PACKET  SERVI- 
CES ARE  OF  LOW  QUALITY  IN  RESPONSE  TIME,  ERROR 
RATES  AND  SERVICE  LEVELS.  BPSS  WILL  BE  A  HIGH 
QUALITY  SERVICE. 
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AMERICAN  TELEPHONE  &  TELEGRAPH 
AT&T  COMMUNICATIONS 


•  GOAL  IS  TO  CREATE  A  " HOME  RUN"  NETWORK  WITH  ALL 
SWITCHES  INTERCONNECTED  DIRECTLY  TO  ALL  OTHER 
SWITCHES.  THIS  APPROACH  EXPECTED  TO  ELIMINATE 
MULTIPLE-NODE  RESPONSE  TIME  DELAYS,  CUT  RE- 
TRANSM I SS I  ON . 

§  NEXT  MOVE  WILL  BE  TO  OFFER  SLOWER  SPEEDS  DOWN  TO 
1200  CPS.    EXPECTED  BY  1986. 

9  THIS  SERVICE  WILL  REMAIN  PURE  TRANSMISSION 
SUITABLE  ONLY  FOR  THE  SOPHISTICATED  USER. 

•  I S  BPSS  THE  I NTER-LATA  DATA  NETWORK  STANDARD  OF 
THE  FUTURE  AS  AT&T  WOULD  LIKE  IT  TO  BE? 


INPUT 
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AMERICAN  TELEPHONE  &  TELEGRAPH 
ATT  IS  NET  1000 


§  GESTATION  SINCE  1974.  FIRST  SURFACED  PUBLICLY  AS 
"ACS-ADVANCED  COMMUNICATION  SERVICE"  IN  1977.  THE 
RAISON  D'ETRE  FOR  THE  BELL  FULLY  SEPARATE 
SUBSIDIARY  (FSS). 

«  ACTUALLY  ANNOUNCED  AT  AMERICAN  BELL  NET  1  IN  JUNE 
1982. 

•  FURTHER  DELAYS  WERE  ENCOUNTERED  OVER  TARRIFING  OF 
UNDERLYING  BPSS  (BELL  PACKET-SWITCHED  SERVICE). 

•  AS  ORIGINALLY  TARIFFED,  MINIMUM  PURCHASE 
COMMITMENT  OF  $50,000  PER  MONTH  ASSURED  THAT  THERE 
WAS  REALLY  ONLY  ONE  CUSTOMER-AMERICAN  BELL, 
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AMERICAN  TELEPHONE  &  TELEGRAPH 
ATT  IS  NET  1000 


§  FURTHER  REGULATORY  SNAGS  OCCURRED  OVER  NEED  TO 
FILE  21VS  FOR  PACKET  SWITCHES, 

o  THE  RESULT  WAS  MASSIVE  DELAYS  AND  NO  REAL 
"COMMERCIAL"  OPERATION  UNTIL  12/83  WITH  A 
SUBSTANTIALLY  REVISED  BPSS  TARIFF, 

9  DIRECT  GROWTH  OF  NET  1000  IS  CONSTRAINED  BY  THE 
NUMBER  OF  BPSS  SWITCH  LOCATIONS.  BPSS  IS  NOW  A 
PART  OF  ATTCOMM  WHICH  IS  TAKING  A  "MARKET  DRIVEN" 
INSTALL-ONLY-AFTER-DEMAND-APPEARS  APPROACH  TO  THE 
SERVICE. 

§  ORIGINALLY  PLANNED  AS  THE  "UNIVERSAL"  NETWORK,  TO 
ALLOW  LINKAGES  BETWEEN  DISPARATE  TERMINAL  TYPES 
AND  TO  COVER  99%  OF  TERMINALS  EXTANT. 
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AMERICAN  TELEPHONE  &  TELEGRAPH 
ATT  IS  NET  1000 


9       STORAGE  AND  PROCESSING  A  NATURAL  ADJUNCT  TO  THIS 

APPROACH .    NOW  OFFERS : 

PACKET  SWITCHING  NET 

PROTOCOL  CONVESTION 

"DATA  BASE  MANAGEMENT"  (IN  COBOL) 

PRIMITIVE  TIMESHARING  (COBOL  ONLY)  FOR 
APPLICATIONS  DEVELOPMENT 

•  SERVICE  DIRECT  FROM  17  CITIES,  CURRENTLY  SERVING 
50-60  CUSTOMERS. 

t  NATURE  OF  NETWORK  INDICATES  "BIG"  APPLICATIONS. 
THIS  IMPLIES  LONG  LEAD  TIMES,  EXPENSIVE 
DEVELOPMENT  AND  (MOST  PROBABLY)  AN  APPLICATIONS 
OR  I ENTAT I  ON . 
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AMERICAN  TELEPHONE  &  TELEGRAPH 
ATT  IS  NET  1000 


•  WITHIN  THE  LAST  YEAR  ATT  IS  HAS  ACCEPTED  THE 
CONCEPT  OF  "PARTNERING"  WITH  THIRD  PARTIES  TO 
DEVELOP  APPLICATIONS  FOR  THE  NET.  THIS  IS  A 
COVERT  ADMISSION  THAT  THEY  CANNOT  COPE  WITH 
APPLICATIONS  DEVELOPMENT  THEMSELVES  AND  THAT  THEIR 
CUSTOMERS  CANNOT  COPE  EITHER.  AS  A  RESULT 
FUNDAMENTALLY  UNWIELDY  3-WAY  RELATIONSHIPS  ARE 
BEING  DEVELOPED. 

•  NO  NEW  NETWORK  CAPABILTIES  HAVE  BEEN  RELEASED 
SINCE  THE  JUNE  1982  ANNOUNCEMENT.  NONE  ARE 
EXPECTED . 
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AMERICAN  TELEPHONE  &  TELEGRAPH 
ATT  IS  NET  1000 


o  PRICING  REMAINS  AS  IT  WAS  IN  JUNE  1982,  PROBABLY 
INDICATION  OF  MARKET  WEAKNESS,  FURTHER,  ATT  IS 
WILL  NOT  DISCUSS  PRICING,  SAYING  THAT  PRICES  ARE 
COMPLEX  AND  APPLICATION  DEPENDENT. 

9  TO  EXPAND  THE  NETWORK,  ATT  IS  HAS  HAD  TO  RELY  ON 
VAN  ACCESS 

9       HAS  NOW  "KEYED"  ON  APPLICATIONS  AREAS  IN: 
FINANCE 

TRANSPORTATION 


V 


INPUT 


AMERICAN  TELEPHONE  &  TELEGRAPH 
ATT  IS  NET  1000 


TRANSPORTAT I  ON/TRUCK  I NG : 


SHIPPING  INFORMATION  ACCESSED  BY  CUSTOMER 
FROM  DATA  PROVIDED  BY  SHIPPER 

ELECTRONIC  PURCHASE  ORDER  MOVEMENT  BETWEEN 
VENDOR/CUSTOMER 

SHIPPING  STATUS  AND  MANIFEST  INFORMATION 
DISTRIBUTION  TO  TERMINAL  FROM  SHIPPER'S  HQ 
(FROM  AND  TO  HOST) 

CURRENT  CUSTOMER  FOR  THIS  SERVICE  IS  ROADWAY 
EXPRESS  ($1.1 5B  REVENUE,  17,900  EMPLOYMENT), 
A  LONG  HAUL  TRUCKER. 

PARTIALLY  REPLACED  A  PL  NETWORK  (MULTIDROP) 
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AMERICAN  TELEPHOr^  &  TELEGRAPH 
ATT  IS  NET  1000 


F I NANC I AL  AREA  HAS  MORE  RELEASED  APPL I  CAT  I ONS 


NORWEST  MORTGAGE  HAS  A  MORTGAGE  RATES/TERMS 
INQUIRY  SYSTEM  IMPLEMENTED  ON  THE  NETWORK. 

DOW  JONES  INFORMATION  SERVICE  HAS  AN  ORDER 
ENTRY  SYSTEM  IMPLEMENTED.  DJIS  ALSO  AVAIL- 
ABLE. 

A  POS  TERMINAL  MANUFACTURER  (ENVOY)  HAS 
IMPLEMENTED  CREDIT/DEBIT  CARD  AUTHORIZATION. 


FROM  THE  LIMITED  INFORMATION  AVAILABLE,  IT  APPEARS 
THAT  NET  1000  IS  CONVERTING  REVENUE  FROM  ATTCOMM 
TO  ATT  IS,  PERHAPS  AT  NET  LOSS  AND  NOT  MUCH  COST 
SAV I NG  TO  THE  CUSTOMER . 


IN  ONE  INSTANCE  COST  PER  TRANSACTION  WAS 
REDUCED  22%  WHEN     MOVED  FROM  VOICE  TO  NET 

1000. 
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AMERICAN  TELEPHONE  &  TELEGRAPH 
ATT  IS  NET  1000 


0  THIS  IS  A  STRATEGIC  DILEMMA  FOR  AT&T.  WITHOUT 
CONQUEST  APPLICATIONS,  THEY  ARE  ESSENTIALLY  FORCED 
TO  SHIFT  REVENUES  FROM  "CONVENTIONAL"  SERVICES  TO 
NET  1000. 

THE  EFFECT  OF  THIS  WILL  BE  TO  KEEP  PRICES 
HIGH 

WILL  LIKELY  APPEAL  TO  ONLY  HIGH  LOYALTY  AT&T 
CUSTOMERS  WHO  ARE  COST  INSENSITIVE  (A  SMALL 
GROUP) 

o  THERE  HAVE  BEEN  SOME  ATTEMPTS  TO  TIE  TOGETHER  NET 
1000  AND  DIMENSION  85  SALES.  SO  FAR,  NO  KNOWN 
SUCCESSES. 

e  NET  1000  CURRENTLY  INVESTIGATING  THE  POTENTIAL  OF 
CASH  MANAGEMENT  AS  A  NETWORK  OFFERING. 
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AMERICAN  TELEPHOf^  &  TELEGRAPH 
ATT  IS  NET  1000 


•  SEEMS  HEAVILY  CONSTRAINED  BY  HISTORY,  INTERNAL 
POSITIONING,  ORGANIZATION  BURDENS,  APP I  CAT  I ONS 
DEPENDENCY  BUT  NO  APPLICATIONS  POCUS  AND  LIMITED 
DEVELOPMENT  TOOLS. 

a  SEVEN  YEARS  AFTER  THE  INITIAL  ANNOUNCEMENT,  "WE'RE 
TRYING  TO  IDENTIFY  INDUSTRIES  THAT  NEED  OUR 
CAPAB I LT I ES . " 

t  NET  1000  MAY  BE  VIEWED  AS  A  TIMESHARING  SYSTEM  FOR 
WHICH  THERE  ARE  NO  PRE-PACKAGED  APPLICATIONS  AND 
NO  DEVELOPMENT  TOOLS  OR  LANGUAGE  OPTIONS. 

o       A  REGULATED  AGE  OFFERING  IN  A  "DEREGULATED"  WORLD. 


V 


INPUT — ^ 


r 


AMERICAN  TELEPHONE  &  TELEQWH 
ATT  IS  NET  1000 


ATT  IS  NET  1000  PRICES  (BASIC) 

9        DIAL  UP 

SPEED  PRICE/HR 
0-1200  $if.20 
1201-2^-00  6.60 
2^01-^+800  9.60 

PLUS  $1 .75  KILOPACKET 

•  NO  D I SCOUNT  SCHEDULE  BASE  ON  USAGE  OR  VOLUME 

•  NO  OFF-PEAK  PRICING 

«       NO  COMMITMENT  OR  "LONG  TERM"  ARRANGEMENTS 
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AMERICAN  TELEPHONE  &  TELEGRAPH 
ATT  IS  NET  1000 


2000  HOUR  CONNECT  COMPARISON 

NET  1000 

TYMNET       $6500  $8+00  +12.0% 

TELENET     $7020  (+1  HR)    $8+00  +19.7% 

•  PRICING  BELIEVED  TO  NOT  BE  COMPETITIVE  WITH  MAJOR 
VANS . 

•  NO  DISCOUNT  SCHEDULE  FOR  PROCESSING  OR  STORAGE 
STRAIGHT  $100.00/MEGABYTE  PER  MONTH  AND  $0.02  PER 
ARU. 

e       SINQ_E  RATE  FOR  "SUPPORT  SERVICES"  -  $125.00/HR. 
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BELL  OPERATING  COMPANIES 


0       TEN  BELL  COMPANIES  ARE  CURRENTLY  PLANNING  PACKET 
SWITCHED  NETWORKS  IN  THEIR  OPERATING  TERRITORIES 


THESE  ARE: 

PACIFIC  TELEPHONE 
NEW  YORK  TELEPHONE 
NEW  JERSEY  BELL 
SOUTHERN  BELL 
NEW  ENGLAND  TELEPHONE 


SOUTHWESTERN  BELL 
SOUTHCENTRAL  BELL 
NORTHWESTERN  BELL 
PACIFIC  NORTHWEST 
SOUTHERN  NEW 
ENGLAND  TELEPHONE 


NINE  -  ALL  BUT  SNET  -  HAVE  REQUESTED  WAIVERS  OF 
C. I . I  I  THAT  REQUIRE  FSS'S  FOR  "ENHANCED  SERVICES", 

COMPANIES  ARE  PETITIONING  FOR  "RUDIMENTARY 
ENHANCEMENTS"  TO  BASIC  PACKET  SERVICES.  ALL  ASKED 
FOR: 

ASYNC  TO  X.25 
X.25  TO  X.75 


INPUT — J 


BELL  OPERATING  COMPANIES 


•  RATIONALE  IS  ASYNC  TO  X.25  ALLOWS  USE  OF  CHEAPER 
TERMINALS  FOR  USERS. 

e       X.25  TO  X.75  PROVIDES  EQUAL  ACCESS  TO  CARRIERS 
WISHING  TO  INTERCONNECT  WITH  LOCAL  PACKETS. 

•  FURTHER  RATIONALE   IS  THAT  IT  IS  NOT  ECONOMICALLY 
FEASIBLE    TO    PROVIDE   THESE   SERVICES   ON   AN  FSS 


t  TELCO  EXPECTATION  IS  THAT  FCC  WILL  GRANT  NECESSARY 
WAIVERS  IN  JULY  IN  WHICH  CASE  SEVERAL  COMPANIES 
EXPECT  TO  BE  IN  OPERATION  BY  YEAR  END  1984. 


BASIS. 


INPUT 


BELL  OPERATING  COMPANIES 
SOUTHERN  NEW  ENGLAND 


9       SNET  WILL  PROVIDE  ONLY  PACKET  SERVICES.    PAD  WILL 
BE   RESPONSIBILITY   OF    CUSTOMER .       NO  INTERSTATE 
TRANSPORT  PROVISION  I  NT  I  ALLY  (NO  X.75). 
SIEMENS  WILL  PROVIDE  SWITCHES 
SONECOR  WILL  SELL  PADS 

NO  TARIFF  FILED  BUT  EXPECTEDTO  BE  PRICED 
ABOUT  60%  BELOW  TYMNET  AND  TELENET  RATES. 

EXPECTS  TO  BE  OPERATING  "BACKBONE"  BY  12/8^ 

INTERESTED  IN  PROVIDING  SERVICES  TO  VERTICAL 
MARKETS  SUCH  AS  BANKING  ULTIMATELY. 

CURRENTLY  HAS  NO  ASPIRATIONS  BEYOND 
CONNECTICUT  BUT  COULD  IN  THE  FUTURE. 

SERVICE  WILL  BE  TARIFFED  BY  DPUC  AND 
EQUIPMENT  WILL  BE  CO-LOCATED  WITH 
CONVENTIONAL  SWITCHING  EQUIPMENT. 


INPUT 


BELL  OPERATING  COMPANIES 
BELL  ATLANTIC 


•  BELL  ATLANTIC  (NEW  JERSEY,  PENNSYLVANIA,  VIRGINIA, 
WASHINGTON,  D.C.,  ETC.)  PLANS  PACKET  NETS  IN  19 
LATA'S, 

0  ATLANTIC  IS  SEEKING  WAIVER  FOR  FSS  AND  WANTS  ASYNC 
AND  X.75  CAPABILITY. 

•  PLANS  A  $38  MILLION  CAPITAL  INVESTMENT  IN  THESE 
NETWORKS.  THIS  IMPLIES  REVENUE  EXPECTATIONS  OF 
ABOUT  $18MM/YR  BASED  ON  ATLANTIC'S  ASSET/REVENUE 
RATIO. 

•  A  MODEL  CASE  PREPARED  BY  THE  COMPANY  PROJECTS  A 
53.6%  COST  SAVING  OVER  CONVENTIONAL  DATA  PRIVATE 
LINE  FOR  A  30  LINE  NETWORK.  EQUALS  ABOUT  $56  PER 
LINE/MONTH  VS.  $120  PER  LINE/MONTH  CONVENTIONALLY. 


INPUT 


BELL  OPERATING  COMPANIES 
BELL  ATUVNTIC 


@  BELL  ATLANTIC  (NEW  JERSEY,  PENNSYLVANIA,  VIRGINIA, 
WASHINGTON,  D.C.,  ETC.)  PLANS  PACKET  NETS  IN  19 
LATA 1 S . 

•  ATLANTIC  IS  SEEKING  WAIVER  FOR  FSS  AND  WANTS  ASYNC 
AND  X.75  CAPABILITY. 

0  PLANS  A  $38  MILLION  CAPITAL  INVESTMENT  IN  THESE 
NETWORKS.  THIS  IMPLIES  REVENUE  EXPECTATIONS  OF 
ABOUT  $18MM/YR  BASED  ON  ATLANTIC'S  ASSET/REVENUE 
RATIO. 

•  A  MODEL  CASE  PREPARED  BY  THE  COMPANY  PROJECTS  A 
53.6%  COST  SAVING  OVER  CONVENTIONAL  DATA  PRIVATE 
LINE  FOR  A  30  LINE  NETWORK.  EQUALS  ABOUT  $56  PER 
LINE/MONTH  VS.  $120  PER  LINE/MONTH  CONVENTIONALLY. 


INPUT 


BELL  OPERATING  COMPANIES 
BELL  ATLANTIC 


•  KNOWN  TO  BE  INTERESTED  IN  TALKING  TO  "LONG  HAUL" 
PACKET  CARRIERS. 

•  FIRST  NET  PLANNED  FOR  NEW  JERSEY  WHICH  EXPECTS 
BOTH  BUSINESS  AND  RESIDENTIAL  USAGE.  THIS  IMPLIES 
VERY  LOW  PRICING. 

9  IF  WAIVER  OF  FSS  APPROVED,  THEN  OPERATIONS  COULD 
BEGIN  AS  EARLY  AS  AUGUST. 

§  ATLANT I  COM  SYSTEMS  WILL  SELL  CPE  TO  PACKET 
CUSTOMERS . 

e       HAS  NOT  YET  PURCHASED  PROTOCOL  CONVERSION  GEAR. 


INPUT 


BELL  OPERATING  COMPANIES 

FLORIDA  BELL  INTRA-LATA  U\DT  SERVICE 


•  THIS  SERVICE  APPROVED  BY  THE  FLORIDA  PSC  IN  MAY 
1983.    OPERATIONAL  OCTOBER  1983. 

•  ORIENTED  TOWARDS: 

VIDEOTEX 

CREDIT  CARD  VERIFICATION 
REMOTE  METER  READING 

•  TRANSMISSION     SERVICE     UNDERLYING    KNI GHT-RIDDER 
VIDEOTEX  IN  MIAMI  AREA  (3  COUNTIES) 


INPUT 


BELL  OPERATING  COMPANIES 

FLORIDA  BELL  I NTRA-LATA  LADT  SERVICE 


9       OFFERS  1200  BPS  DIAL-UP  SYNCHRONOUS  UNDER  MEASURED 
AND  BLOCK  TIME  ARRANGEMENT  W/T.O.D.  DISCOUNT. 

USER  PAYS  $1.08/HR  EXTRA  FOR  DATA  (MEASURED) 
$900  VIDEOTEX  TERMINAL  REQUIRED 
STANDARD  TELEPHONE  CHARGES  APPLY 
DIAL  ACCESS 

•       OFFER  ^800  DATA  AND  S I MULTANEOUS  VOICE  THROUGH  AN 

"NCTE" .    VOICE  OCCUPIES  0-3KHZ  PORTION  OF  CHANNEL, 

DATA  GOES  ON  TOP  ABOVE  4KHZ.    SPECIFICS  DEPEND  ON 

LOCAL  LOOP  CHARACTERISTICS.    X.25  COMPATIBLE 

PORT  CHARGE  IS  $28.50/MONTH  PLUS  $0.65/KILO 
PACKET  INCLUDING  NCTE  BOX  LEASE 


NORMAL  VOICE  RATES  APPLY 


INPUT 


BELL  OPERATING  COMPANIES 

FLOR I  DA  BELL  I NTRA-LATA  LADT  SERV I CE 


•  HOST  CONNECTION  CHARGE  IS  $370/MONTH  FOR  9.6  KBS 
AND  $1350  FOR  56  KBS. 

•  LADT  IS  A  BELL  LABS  DEVELOPMENT  NOW  UNDER  CONTROL 
OF  BCR.  198^  PLAN  CALLS  FOR  DEPLOYMENT  IN  30-^0 
LATAS  BY  1990. 

•  THIS  SERVICE  "FRONTS"  THE  3B20D  PACKET  SWITCH 
WHICH  WESTERN  ELECTRIC  PROVIDES. 

•  LADT  IS  VERY  INEXPENSIVE  BUT  IS  LIMITED  TO  2 
SYNCHRONOUS  SPEEDS  (1.2  AND  ^.8). 


INPUT 


BELL  OPERATING  COMPANIES 

FLORIDA  BELL  I NTRA-LATA  LADT  SERVICE 


e  LADT  DEPENDS  ON  LOCAL  LOOP  CHARACTERISTICS, 
CURRENTLY  OPERABLE  ON  87%  OF  LOOPS  IN  TERRITORY. 
ESSENTIAL  ELEMENT  IS  ABSENCE  OF  LOADING  COIL  IN 
THE  LOOP. 

IMPLIES  LOOP  LENGTH  OF  LESS  THAN  THREE  MILES. 

REQUIRES  LOOP  MODIFICATION  IN  10-20%  OF 
METRO  LOOPS  NATIONWIDE. 

•  CURRENT  BOC  PACKET-SWITCH  ACTIVITY  IS 
COMPLEMENTARY  TO  THIS  ACTIVITY  CONCEPTUALLY. 

•  UNDER  A  REGULATORY  CLOUD  OF  "ENHANCED  SERVICE" 
CLAIMS  AND  COUNTER-CLAIMS  AT  THE  FEDERAL  LEVEL. 


INPUT 


BELL  OPERATING  COMPANIES 

FLOR I  DA  BELL  I NTRA-LATA  LADT  SERV I CE 


e  WOULD  REQUIRE  SUBSTANTIAL  TECHNICAL  REVISION  TO  BE 
COMPATIBLE  WITH  "REAL  WORLD"  SPEEDS  AND  PROTOCOLS. 

•       NOT  A  STARTER? 

o  IMPLICATIONS  FOR  GEISCO:  PROBABLY  NONE  IN  NEXT 
SEVERAL  YEAR  BUI  THIS  IS  YET  ANOTHER  EXAMPLE  OF 
MARKET  FRAGMENTATION  IN  COMMUNICATION  SERVICES. 


INPUT 


r 


BELL  OPERATING  COMPANIES 

GENERAL  I MPL I  CAT  I ONS  OF  BOC  MOVES 


e  A  SINGLE  SALES  FORCE  CAN  HANDLE  BOTH  CONVENTIONAL 
PRIVATE  LINE  AND  PACKET. 

•  CURRENTLY  LIMITED  TO  INTER-LATA  TRAFFIC  BUT  WILL 
NOT  STAY  THAT  WAY. 

t  APPEARS  INEXPENSIVE  BUI  WILL  IT  REALLY  BE  CHEAP 
END-TO-END  I NTRA-LATA  AND  WITH  CPE? 

•  IN  THE  CASE  OF  AT  LEAST  ONE  COMPANY ,  NO  RESEARCH 
HAS  BEEN  DONE  ON  THE  AMOUNT  OF  I NTERLATA  VAN 
TRAFFIC.  THE  ATTITUDE  THERE  SEEMS  TO  BE  "PUT  IT 
UP  AND  SEE  WHO  BUYS." 


V 


INPUT 


r 


BELL  OPERATING  COMPANIES 

GENERAL  IMPLICATIONS  OF  BOC  MOVES 


o  THE  EXPENDITURES  FOR  THESE  NETWORKS  ARE  TINY 
COMPARED  TO  THEIR  TYPICAL  $1-2  BILLION  ANNUAL 
CONSTRUCTION  BUDGETS.  IN  TELCO  TERMS  THE 
INVESTMENT  RISK  IS  MINIMAL. 

©  THE  ACTIONS  OF  THESE  COMPANIES  MAY  TURN  THE 
"BUNDLED"  VAN  SEGMENT  INTO  A  COMPONENT  BUSINESS 
WITH  INTERMIXED  LOCAL  AND  LONG  HAUL  PACKET 
CARRIERS,  BUT  NOT  IMMEDIATELY. 

•  ASYNC  IS  THE  CURRENT  FOCUS  BUT  THIS  COULD 
LOGICALLY  BE  EXPANDED  OVER  TIME. 


V 


INPUT 


r 


BELL  OPERATING  COMPANIES 
IMPLICATIONS  EOR  GEISCO 


•  THESE  NETWORKS  WILL  GO  IN  ONLY  IN  MAJOR  LATAS  AND 
NOT  ALL  LATAS.  HENCE  GE I  SCO'S  NETWORK  UBIQUITY  IS 
STILL  AN  ADVANTAGE. 

•  CAN  COSTS  BE  REDUCED  BY  EMPLOYING  THESE  SERVICES 
AS  A  PART  OF  A  THIRD  PARTY  NET?  CURRENT  COST 
INFORMATION  IS  SKETCHY  BUT  THE  POSSIBILITY  IS 
THERE. 

•  THE  LARGEST  THREAT  IS  TO  CURRENT  HIGH-TRAFFIC 
VENDORS.  THEY  HAVE  SOMETHING  TO  LOSE,  HENCE  THE 
OPPOSITION  BY  TELENET,  TYMNET,  MCI,  IBM,  ETC. 


V 


INPUT 


BELL  OPERATING  COMPANIES 
IMPLICATIONS  EOR  GEISCO 


e  COULD  A  NEW  PLAYER  PROVIDE  A  COMBINATION  OF  "LONG 
HAUL"  INTER-LATA  PACKET  TRANSMISSION  AND  COVERAGE 
OF  UNDUPL ICATED  LATAS?  CONCEPTUALLY  THE  ANSWER  IS 
YES. 

t  CONNECTIVITY  AND  UBIQUITY  ARE  KEY  VALUES  OF 
NETWORKS.  LOCAL  PACKET  DOES  NOT  OFFER  THIS.  A 
COMBINATION  DOES.  SUCH  A  COMBINATION  HAS  BUSINESS 
VALUE  FOR  BOTH  PARTNERS. 


INPUT — ' 


TELENET  &  TYMNET  BELL  COMMUNICATIONS 
EXPENDITURES 
(1982) 


TYMNET  =  $85MM 


TELENET  =  $90MM 
(Breakdown  not  available) 

NOTE:   Expenditures  for  both  companies  would  be  marginally 
higher  due  to  lines  into  independent  territories  and 
international  lines. 


INPUT 


67  . 1 


36.9 


23.9 
TYMNET 


13 

TELENET 


35.  1 

+46.9% 


32 
+146.2% 


COMBINED  TYMNET  &  TELENET 
REVENUES  &  EARNINGS 
1979-1983 
($1,000,000) 


125.3 


60.3 
+71.8 


65 

+  103. 1% 


178.5 


85.5 

+4 1 . 8% 


93 
+43.1% 


207.0 


91 
+6.4% 


116 
+24.7% 


 _J 

(8.7)  I 


1979 


I  

(23.3) 
1980 


I  


—  f 


(19.0) 
1981 


(18.0) 
1982 


NA 


1983 


OVERALL  GROWTH 

1980  =  81.8% 

1981  =  86.7% 

1982  =  42.6% 

1983  =  15.9% 


INPUT 


KEY  TYMNET  TRENDS 


§  WHILE  AN  INITIAL  LOOK  AT  TYMNET  SHOWS  EXPLOSIVE 
REVENUE  GROWTH  AND  PROFITABILITY,  THE 
SUPERFICIALLY  POSITIVE  CASE  WEAKENS  UPON  CLOSE 
ANALYS IS. 

§  NON-AFFILIATED  REVENUES  HAVE  GROWN  AT  AN  EXPLOSVIE 
h6%  FROM  1979  TO  1983  WITH  SOME  SLOWDOWN  IN  1983 
TO  ABOUT  A  15%  RATE. 

•  COMBINED  REVENUES  (AFFILIATED  PLUS  NON-AFFILIATED) 
HAVE  GROWN  AT  AN  IMPRESSIVE  39.7%  ANNUAL  RATE, 
SURGING  FROM  $2^  MILLION  IN  1979  TO  $91  MILLION  IN 
1983. 

•  UNLIKE  TELENET,  TYMNET  HAS  ALWAYS  REPORTED  SOME 
PROFIT,  GIVING  THEIR  PERFORMANCE  AN  ADDED  LUSTRE. 


INPUT 


20.8% 


16.104 


3.318 


1979 


TYMNET  NON-AFFILIATED  REVENUE 
AND  OPERATING  PROFIT 
(1979-1983) 
C$1, 000,000) 


42.532 


19.3% 


\ 


\ 


\ 


24.632 


+52.4% 


4.  761 


+72.7% 


\ 


11.8% 


5.008 


63.701 


+49.8% 


1980 


1981 


14.1% 
^\ 

\ 


\ 


8.994 


73.204 


+14.9% 


\ 


\  8.0% 
\ 


5.891 


1982 


1983 


OPERATING 
MARGIN 

25% 


15% 


10% 


5% 


NOTE:  As  reported  in  Sec  10  k's 


INPUT 


KEY  TYMNET  TRENDS 


•  TO  BEGIN,  NOTE  THAT  THE  REPORTED  OPERATING  MARGIN 
HAS  BEEN  IN  A  DECLINING  TREND  SINCE  1979  ON  STRONG 
INCREASES  IN  REVENUES.  THIS  IS  BELIEVED  TO  HAVE  A 
BASIS  IN  PRICE  PRESSURE  PLACED  ON  TYMNET  BY 
TELENET.  A  SECONDARY  FACTOR  MAY  BE  HIGH  R&D 
EXPENDITURES,  OFTEN  IN  THE  9-10%  RANGE. 

•  PROFITS  ARE  ON  AN  OPERATING  BASIS  AS  REPORTED. 
WHEN  ADJUSTED  FOR  CORPORATE  "OVERHEAD"  CHARGES  ON 
A  REVENUE-PRORATED  BASIS,  THEY  DECLINE  TO  LESS 
THAN  HALF  OF  OPERATING  LEVELS.  THIS  IS  BELIEVED 
TO  BE  A  CONSERVATIVE  ADJUSTMENT. 


INPUT 


22% 


20% 


18% 


16% 


14% 


12% 


10% 


TYMNET  MARGINS  ON  A  REPORTED 
AND  TAX-ADJUSTED  BASIS 
1979-1983 


6/o 


2% 


20.8(A) 

(%) 

19 . 3 

14.0 

11.8 

9.9(B) 

9.3 

8.0 

6 . 5 

5.3 

3.2 
2.6(C) 

1979 

1980 

1981 

1982 

1983 

NOTES:    (A)  Operating  profit  as  reported  as  a  proportion  of 
non-affiliated  revenue. 

(B)  Operating  Profit  net  of  pro-rated  corporate 
allocation  and  adjusted  to  47%  (full)   tax  rate 
as  a  proportion  of  non-affiliated  revenue. 

(C)  Same  as  (B)  except  as  a  proportion  of  NAFF 
plus  affiliated  revenue. 


KEY  TYMNET  TREfOS 


0  IF  PLACED  ON  A  FULLY  TAXED  BASIS  (NOMINAL  WJ1  TAX 
RATE)  THEY  DECLINE  EVEN  FURTHER.  IN  1983,  FOR 
EXAMPLE /  OPERATING  MARGIN  AS  REPORTED  WAS  8.0%. 
WHEN  ADJUSTED  FOR  CORPORATE  EXPENSES  IT  DROPPED  TO 
3.2%.  IF  TAXED  AT  AN  "ORDINARY"  RATE,  THIS  WOULD 
BECOME  A  2.6%  NET  MARGIN. 


V 


INPUT 


TYMNET  INVESTMENT  TRENDS 


•  OF  EQUAL  SIGNIFICANCE  IS  TYMNET'S  RAPIDLY  GROWING 
INVESTMENT  IN  NETWORK  FACILITIES  AND  OTHER 
ASSETS.  THESE  APPROACHED  $100  MILLION  IN  1983, 
GROWING  AT  A  52%  COMPOUND  RATE  SINCE  1979, 

•  NOTE  THAT  INVESTMENT  GROWTH  EXCEEDS  REVENUE 
GROWTH ,  E.G.,  52%  I NVESTMENT  COMPARED  TO  ABOUT  Wo 
FOR  REVENUE.  THIS  INDICATES  THAT  OVER  THE  FIVE 
YEAR  PERIOD  EACH  REVENUE  DOLLAR  HAS  BECOME 
INCREASINGLY  DEAR. 

@       EXPRESSED  ANOTHER  WAY,  EACH  TYMNET  VAN  DOLLAR  OF 

INVESTMENT  PRODUCED  $1.96  IN  REVENUE  IN  1979.  BY 

1983,  EACH  INVESTMENT  DOLLAR  PRODUCED  $0.93  IN 
REVENUE. 


INPUT 


TYMNET  IDENTIFIABLE  ASSETS 
AND  PRETAX  RETURN  ON  ASSETS 


24.96% 

\ 

\ 


$94,038 


$12.17-1 


$3,039 


\ 


\ 


\ 


\ 


$60,872 


\ 


\ 


\ 


$30,697 


+152.1% 


$4,330 


+98.3% 


\ 


\ 


\ 


7_.0JL% 


$4,267 


+54.5% 


8.25% 
—A 


$97,885 


$7,762 


+4.1% 


sA.52% 


$4,421 


25% 


20% 


15% 


10% 


5% 


0% 


1979 


1980 


1981 


1982 


1983 


NOTE:  Pre-tax  return  consists  of  operating  profit  less  a 
pro-rate  portion  of  corporate  expenses.  Pro-ration 
performed  on  a  share  of  revenue  basis. 


INPUT 


TYMNET  INVESTMENT  TRENDS 


•  BY  WAY  OF  COMMENT,  THE  TYMNET  VAN  ORIGINALLY 
"LOOKED"  LIKE  A  COMPUTING  SERVICE  BUSINESS  IN 
TERMS  OF  I TS  CAP  I TAL  STRUCTURE .  IT  NOW  APPEARS  TO 
BE  ON  ITS  WAY  TO  "LOOKING"  LIKE  A  PURE 
COMMUNICATIONS  BUSINESS,  I.E.,  IT  IS  GENERATING 
LESS  THAN  ONE  DOLLAR  OF  REVENUE  PER  YEAR  PER 
DOLLAR  OF  INVESTMENT. 

•  A  SIGNIFICANT  DIFFERENCE  IS  THAT  TYMNET  IS 
UNREGULATED  AND  THEREFORE  DOES  NQI  HAVE  A  MANDATED 
RATE  OF  RETURN.  WHEN  CONFRONTED  WITH  A  NEED  FOR 
INCREASED  INVESTMENT  IT  CANNOT  RAISE  ITS  RATES 
"AUTOMATICALLY,"  AS  CAN  A  REGULATED  CARRIER.  THIS 
IS  THE  DOUBLE-EDGE  OF  THE  DEREGULATION  SWORD. 


V 


INPUT 


TYMNET  SESSIONS  PER  MONTH 
(1,000,000) 
JUNE  1979-1983 


6.0 


5.0 


4.0 


3.0 


2.0 


1.0 


/ 


1.63 


+22. 


1.67- 

+2.5% 


1.62 
-3.0%" 


\ 


Y 

1.33 


4.4 


3.0 


1.8 


1.5 


+20% 


+66.7% 


+46.7% 


6.3 
+43.2% 


\ 


\ 

V 

1.20 
-25.9% 


1979 


1980 


1981 


1982 


1983 


$1.80 


$1.50 


$1.20 


$0.90 


$0.60 


$0.30 


NOTE:   Dotted  line  represents  June  sessions  annualized  and 
divided  by  total  revenues.     This  is  a  proxy  for 
revenues  per  session. 


INPUT 


TYMNET  TRAFFIC 


•  SHOWN  IS  THE  TREND  IN  TYMNET  SESSIONS  PER  MONTH. 
SESSIONS  HAVE  GROWN  AT  A  COMPUND  RATE  OF  ^5.9%  PER 
YEAR.  IT  WILL  BE  NOTED  THAT  THIS  IS  FASTER  THAN 
TOTAL  REVENUE  WHICH  GREW  ABOUT  Jf0%. 

•  KNOWING  THAT  SEVERAL  PRICE  INCREASES  HAVE  TAKEN 
PLACE  OVER  1979-1983,  THIS  LED  INPUT  TO  COMPUTE  A 
ROUGH  MEASURE  OF  REVENUE  PER  SESSION. 

0  REVENUE  PER  SESSION  (12  X  JUNE  SESS I  ON/ ANNUAL 
TOTAL  REVENUE)  PEAKED  IN  1981,  STAYED  ABOUT  THE 
SAME  IN  1982  (DESPITE  A  PRICE  INCREASE),  THEN  FELL 
SHARPLY  IN  1983—25.9%  FROM  1982  LEVELS. 


INPUT 


r 


TYMNET  TRAFFIC 


§  THIS  INDICATES  THAT  SESSIONS  BECAME  SHORTER  AND 
(PROBABLY)  CHARACTERS  TRANSMITTED  EITHER  REMAINED 
FLAT  OR  DROPPED. 

•  THIS  WOULD  SUGGEST  THAT  OVERHEAD  AND 
ADMINISTRATION  EXPENSE  FOR  THE  NETWORD  INCREASED 
SHARPLY  AS  A  PROPORTION  OF  REVENUE.  THIS  MAY  BE 
THE  REASON  BEHIND  THE  1983  DROP  IN  MARGINS  TO  THE 
8%  OPERATING  LEVEL  FROM  14%  IN  1982.  NOTE  THAT 
THIS  DECREASE  OCCURRED  DESPITE  PRICE  INCREASES*. 
SPECULATIVELY,  A  PART  OF  THIS  PHENOMENON  MAY  HAVE 
BEEN  CAUSED  BY  A  FURTHER  SHIFT  TO  1200  BPS 
DEVICES. 


V 


INPUT 


TYMNET  TRAFFIC 


•  MID  1982  PRICE  INCREASE  FROM  $3.^0  HR  TO  $*k25  HR 
HI  DENSITY  CONNECT  OR  25%  AND  FROM  $0.0^f  TO  $0.05 
PER  K  CHAR  OR  25% 


INPUT 


TYMNET  CHRONOLOGY 


•  IN  GENERAL,  BOTH  TYMNET  AND  TYMSHARE  EVENTS  IN  THE 
LAST  YEAR  HAVE  CENTERED  AROUND  COMMUNICATIONS- 
ORIENTED  ACTIVITIES  FOR  TYMNET: 


7/83  -  OFFERS  2400  BPS  ASYNC  IN  3k  CITIES  BY 
EARLY  1984.  TARGETS  3270  EMULATION  BY  PC'S 
AND  VT  100'S  FOR  THE  SERVICE  AND  CLAIMS  COST 
ADVANTAGES  OVER  CONVENTIONAL  3270  SERVICE 
WITH  ACCESS  TO  3270  APPLICATIONS. 

7/83  -  ANNOUNCES  PROGRAM  TO  VERIFY  AND  TEST 
THIRD  PARTY  PC  TERMINAL  EMULATION  SOFTWARE. 
A  DOUBLE  CONVERSION  REQUIRED;  PC  TO  VT100  TO 
3270  IBM  PC'S,  APPLE  I  I 'S  AND  DEC  RAINBOWS 
RUN  UNDER  THIS  PROGRAM. 

8/83  -  ANNOUNCES  HONG  KONG  BANK  18  NODE 
NETWORK  DEAL  VALUDED  AT  $1.5MM. 

9/83  -  ANNOUNCE  CHASE  INTERNATIONAL  NET  FOR 
NEW  YORK,  LONDON,  PARIS,  GENEVA,  BAHRAIN 
PANAMA  CITY,  SINGAPORE,  HONG  KONG  AND 
JAKARTA.  PRIMARILY  FOR  INTERNAL  FINANCIAL 
REPORTING  BUT  SOME  CLIENT  USE  EXPECTED. 


INPUT 


TYMNET  CHRONOLOGY 


12/83  -  CERTIFIES  20  MORE  X.25  INTERFACES  AND 
GATEWAY  DEVICES,  BRINGING  TOTAL  TO  70 
DEVICES.  MOSTLY  X.29  PADS  AND  ONE  ETHERNET 
LINK  IN  THIS  ROUND. 

12/83  -  OFFERS  NEW  ASYNC  TERMINAL 
CONCENTRATOR  AT  $^-37  PER  PORT  ($3500  UNIT), 
1A  THE  COST  OF  PRIOR  CONCENTRATOR.  8  IN,  2 
OUT  AT  UP  TO  9.6  KBPS. 

]/Sk  -  DECLARES  17  NODE  ALASCOM  NET 
OPERATIONAL  IN  SEATTLE,  ANCHORAGE  AND  OTHER 
CITIES.  CONTRACT  VALUE  $2MM.  INSTALLED  IN 
SEVEN  MONTHS.  SUPPORTING  ASCII,  3270,  2780, 
3780,  HASP  B I  SYNC,  X.25  AND  SNA/SDLC. 

3/8**  -  INTRODUCES  ASYNC  OUTDIAL  AT  300/1200 
IN  HIGH  AND  MEDIUM  DENSITY  LOCATIONS.  CITES 
USE  IN  TRANSMITTING  BILLS  OF  LADING, 
INVENTORY,  FINANCE  APPLICTIONS. 


INPUT 


TYMNET  CHRONOLOGY 


•  ADDITIONALLY,  MOST  TYMSHARE  NEW  SERVICE  ANNOUNCE- 
MENTS HAVE  ALSO  BEEN  HEAVILY  COMMUNICATIONS 
ORIENTED.    KEY  ITEMS  INCLUDE: 


ED  I -NET  (ELECTRONIC  DATA  INTERCHANGE  NETWORK) 
FOR  MA  I NFRAME-TO-MA I NFRAME  DATA  TRANSFER 
INTER- COMPANY.  CLAIM  27  COMPANIES  USING  AS 
OF  1/8*  FOR  P.O.^S,  INVOICES  AND  DISTRIBUTION 
DOCUMENTS.  HANDLES  PROTOCOL  AND  FORMAT 
CONVERSIONS.  AN  ELABORATION  OF  STORE  AND 
FORWARD  E-MAIL. 

ANNOUNCED  TRUCK/TRACE  FOR  SHIPMENT 
LOCATION.  PART  OF  ED  I -NET,  ALLOWS  ACCESS  TO 
SHIPMENT  LOCATION  DATA. 

IMPROVED  E-MAIL  (ONTYME)  SERVICE  BY  LINKING 
WITH  T/S  SERVICE.  DATA  MAY  BE  PULLED  FROM 
T/S  FILES  BY  ONTYME. 

ADDED  OMRON  TERMINAL  FOR  POS  CREDIT 
VERIFICATION 

BECAME  IBM  PC  VALUE  ADDED  RESELLER. 


INPUT — < 


r 


TYMNET  CHRONOLOGY 


•  IN  THE  MAIN,  THE  TYMSHARE/TYMNET  "STRATEGY"  SEEMS 
TO  EMPHASIZE  EXPANSION  TO  BECOME  AN  END-TO-END 
DATACOMM  AND  PROCESSING  SERVICE  INCLUDING  DATA 
COLLECTION,  TRANSMISSION,  PROCESSING  AND 
INTERCHANGE  FUNCTIONS  WITH  A  MODERATE  BUT  GROWING 
EMPHASIS  ON  MICROCOMPUTER  CAPABILITY, 

t       IN  GENERAL,   THERE  HAS  BEEN  SOME   INDUSTRY  FOCUS 

(FINANCE,     TRANSPORTATION,     RETAIL)     TO  THESE 

ACTIVITIES,  BUT  NO  INDUSTRY  SPECIALTY  IS  A  MAJOR 
REVENUE  PRODUCER. 

•  TYMSHARE'S  PRIOR  GRAND  PLAN  TO  BECOME  A  MAJOR 
COMMUNICATIONS  COMPANY  WITH  ADVANCED  TECHNOLOGY 
SUCH  AS  MICROWAVE  AND  DTS  APPEARS  STRANDED  ON  THE 
SHORES  OF  INSUFFICIENT  CAPITAL. 


V 


INPUT  — ^ 


TYMNET  CHRONOLOGY 


SINCE  MCAUTO  IS  TAKING  AN  INDUSTRY-SPECIALIZED 
APPROACH  TO  THEIR  BUSINESS,  TYMSHARE/TYMNET  IS 
LIKELY  TO  BE  INCLUDED  IN  THIS  FORM, 

INTEGRATION  OF  THREE  RCS  NETS  AND  FOUR  MAINFRAME 
MAKES  (IBM,  DEC,  HONEYWELL,  XEROX)  FROM  THREE 
ORGANIZATIONS  IS  LIKELY  TO  BE  SLOW. 
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IBM  l/N  NETWORK  SERVICE 


•  BASIC  APPROACH  IS  FACILITIES  MANAGEMENT  TO  PROVIDE 
CUSTOMER  WITH  "TURNKEY"  NETWORK. 

•  DOES  NOT  I NCLUDE  ACCESS  L I NES  AND  MODEMS  EXCEPT  ON 
AN  RPQ  BASIS  CALLED  "EXTENDED  NETWORK  ATTACHMENT." 

•  TERMINALS  SUPPORTED  2*f00,  ^800,  9600  HOSTS  AT 
kQW,  9600.  ALSO  OFFERING  3101  ASYNC  @  1200.  CAN 
PROVIDE  PC  EMULATION  PACKAGE. 

e  CURRENT  AVAILABILITY  IN  16  CITIES.  TELENET 
GATEWAY  TO  OTHERS  AT  $6/HR  FLAT  RATE. 

•  BASIC  CONNECT  CHARGE  IS  $7/HR  PRIME;  $3.50  NON 
PRIME  (1600-0800  EASTERN). 


INPUT  —J 


IBM  l/N  NETWORK  SERVICE 


0  CHARGE  OF  $0.02  NRV  CHARACTER  TRANSMISSION  PRIME 
AND  $0.01  NP.  EQUALS  ABOUT  $0.03  K  CHAR.  THIS  IS 
CHARGED  AT  BOTH  ENDS  OF  THE  NET,  IN  AND  OUT.  THE 
CHARGE  TO  MOVE  1K  CHAR  FROM  A  TERMINAL  TO  A 
CUSTOMER  HOST  IS  THEREFORE  $0.06/1000. 

•  PRICES  ARE  INDEPENDENT  OF  DEVICE  TYPE  OR  SPEED. 
THERE  ARE  NO  VOLUME  DISCOUNTS.  DEDICATED  DIAL 
PORT  IS  RECOMMENDED  AFTER  100  HRS. 

•  SNA  IS  AVAILABLE  BUT  IS  NOT  GROWING  FASTER  THAN 
B I  SYNC.  CLAIM  END-TO-END  DIAGNOSTICS  WITH  SNA  ARE 
NOT  AVAILABLE  B I  SYNC.  MULTIDROP  AVAILABLE  ONLY 
SNA. 


INPUT 


IBM  l/N  NETWORK  SERVICE 


•  CUSTOMER  HOST  ATTACHMENTS  AT  9.6  ARE: 

$200  MONTH  B I  SYNC  PLUS  $300  INSTALL 

$300  MONTH  SNA  PLUS  $1000  INSTALL  (FIRST) 

$300  MONTH  SNA  PLUS  $500  INSTALL  SECOND  AND 
UP. 

•  LINES   AND    DEVICES    ARE    NOT    INCLUDED    IN  THESE 
CHARGES. 


INPUT 


IBM  l/N  NETWORK  SERVICE 


SEVERAL  ENA'S  ARE  AVAILABLE: 

CUSTOMER  PROVIDES  LINES,  MODEMS,  ON-GOING 
MANAGEMENT.  IBM  DOES  DIAGNOSTICS.  NO  CHARGE 
AS  THIS  IS  THE  BASIC  SERVICE. 

CUSTOMER  PROVIDES  LINES,  MODEMS,  IBM 
DIAGNOSES,  MANAGES,  MAINTAINS  -  $100/MONTH/- 
LINE  PLUS  $300  INSTALLATION. 

IBM  PROVIDES  MODEMS,  LINES,  MANAGES 
NETWORK.    RATES  VARY  AS  FOLLOWS: 

0-25MI  26-125  Ml  126-300  Ml 

SPEED        MONTHLY  MONTHLY  MONTHLY 

2  A  $580  $8^0  $1080 

*f.8  $710  $970  $1210 

9.6  $1000  $1270  $1510 

OVER  301  =  300  MILE  RATE  +  $1.30  MILE 


•      X.25    NOT   AVAILABLE   AND    NOT    PLANNED    FOR  NEAR 
FUTURE . 


V 


INPUT 


IBM  l/N  NETWORK  SERVICE 


•  AS  OF  JUNE  1984  IS  OFFEREING  "IE"  (INFORMATION 
EXCHANGE)  STORE  AND  FORWARD  MESSAGE  SERVICE.  THIS 
IS  THE  GENERIC  VERSION  OF  THE  INSURANCE  SERVICE. 
CONVERTS  "MOST"  PROTOCOLS  AND  HOLDS  MESSAGES  UNTIL 
INQUIRED  FOR. 


INPUT  — < 


RCA  CYLIX 


i  ORIGINATED  IN  1969  AS  A  BROADCAST  INDUSTRY- 
SPECIALIZED  PROCESSING  SERVICES  FIRM. 

•  BURROUGHS  SYSTEM  REQUIRED  POLLED  TERMINAL 
CAPABILITIES,  HENCE  A  BURROUGHS  BASED  NETWORK  WAS 
DEVELOPED  BY  DCC  (DIGITAL  COMMUNICATIONS 
CORPORATION). 

•  WITH  1976  FCC  DECISION  ON  RESALE,  DCC  BECAME  A 
LAND-LINE  SHARED  NETWORK. 

©  IN  1980  PRESENT  SATELLITE  NETWORK  WAS  STARTED  WITH 
CAPITAL  FROM  STORER,  SCR  I PPS-HOWARD  AND  M/A  COM. 
FIRST  SATELLITE  TRANSMISSION  1981. 


CYLIX  BOUGHT  BY  RCA  IN  OCTOBER  1982. 


INPUT 


1 


RCA  CYLIX 


•  NOT  A  SWITCHED  NETWORK  BUT  A  PRIVATE  LINE 
EQUIVALENT  SERVICE. 

•  REVENUES  ESTIMATED  TO  BE  ABOUT  $30  MILLION  IN 
1983,    NUMBER  OF  DROPS  DOUBLED  OVER  1982. 

•  ORIENTED  TO  SMALL  TO  MEDIUM  SIZED  PRIVATE  NETWORKS 
AND  CLAIMS  LOST  SAVING  UP  TO  50%  OVER  CONVENTIONAL 
PRIVATE  NETS. 

•  HANDLES  THE  FOLLOWING  PROTOCOLS 

BURROUGHS  POLL  SELECT 

3270  B I  SYNC 

SDLC 

-       X.25  TO  HOST 


INPUT 


RCA  CYLIX 


•  IS  NOT  SEEING  ANY  UNUSUAL  GROWTH  IN  SDLC  DEMAND 
AND  THIS  HAS  NOT  BEEN  PUSHED. 

0       ESTIMATE  THAT  ABOUT  75%  OF  USERS  ARE  3270  WITH 
BURROUGHS  NEXT  AND  SDLC  LAST. 

•  DURING    1983   WAS   SUBSTANTIALLY   RE-ORGANIZED  AND 
REFOCUSED  BY  RCA  AND  NEW  MANAGEMENT . 

ABDICATED  LANDLINE  "BIAS"  AND  SERVICE 

EMPHASIZED  SATELLITE  SERVICE 

CURRENTLY    OPERATING    3k    EARTH    STATIONS  TO 

SATCOM 


INPUT 


RCA  CYLIX 


•  RAISED  PRICES  WHICH  ARE  CURRENTLY: 

$450  MONTH  PLUS  $15.00  MILLION  CHARACTERS  FOR 
UP  TO  9  TERMINALS 

$425  PLUS  S15.00/MILLION  FOR  10-49  TERMINALS 
$370  PLUS  $15. 00/M ILL  I  ON  FOR  50+  TERMINALS 

•  CURRENTLY  CONNECTING  225  HOSTS  AND  3500  DROPS. 
NUMBER  OF  TERMINALS  CONNECTED  IS  LARGER. 

•  PROMOTES  " END-TO-END "  SERVICE  AND   INCLUDES  LOCAL 
LINE  CHARGES  FROM  DISH  TO  SITE  IN  PRICE. 


INPUT 


RCA  CYLIX 


•  PRICING  IS  REVISED  FROM  PREVIOUS  SCHEME  WHICH 
INCLUDED  CHARACTER  ALLOCATION  IN  PRICE,  E.G.  $3^5 
MONTH  PER  REMOTE  WITH  8  MILLION  CHARACTERS 
INCLUDED. 

•  A  SINGLE  EQUIVALENT  DROP  NOW  COSTS  $570  OR  65% 
MORE. 

•  9.6  HOST  CONNECTION  RAISED  30%  TO  $1300/MONTH. 

•  PRICING  NOW  SEEMS  SLANTED  TOWARD  LARGER  USER. 
AVERAGE  IS  STILL  SMALL  AT  15-16  DROPS/CUSTOMER. 

t       OFFERS  50%  NON-PRIME  CHARACTER  RATE  DISCOUNT. 

9       "NO  UPS,  NO  EXTRAS:" 


INPUT 


RCA  CYLIX 


•  RESPONSE  TIME  REPORTED  TO  BE  IN  3.8  SECONDS  OR 
BETTER  80%  OF  TIME.  ADMITS  TO  10  SECOND  RESPONSE 
TIMES  BUT  CLAIMS  OKAY  WITH  USERS. 

•  HAS  10  SALES  OFFICES  AND  20  "PURE"  SALESMEN  IN 
FIELD. 

•  TYPICAL  OFFICE  CONFIGURATION  IS: 

2  SALES  PEOPLE 

2  TECHN I CAL  SUPPORT  ( I MPLEMENTAT I  ON ) 
1  NETWORK  ADMINISTRATOR 


INPUT 


RCA  CYLIX 


•  SELLS  HEAVILY  ON  PRICE.  HAS  AT&T  NETWORK 
CONFIGURATION  PROGRAM  WHICH  IT  RUNS,  THEN  SHOWS  TO 
PROSPECT  ALONG  WITH  COSTS  ON  CYLIX.  "ALWAYS" 
COMES  UP  LESS  COSTLY.  THEN  END-TO-END  PITCH  IS 
MADE.  (NO  MULTIPLE  TELCO  CONTACTS,  NO  CAPITAL 
INVESTMENT,  REDUCED  STAFF.) 

•  CYLIX  IS  BECOMING  VERY  AGRESSIVE  AND  FEELS  THAT 
THEY  ARE  WELL-POS I T I ONED  FOR  GOOD  GROWTH . 

•  COMPANY  BELIEVES  THAT  "END-TO-END"  CONCEPT  AND 
CURRENT  ATTCOMM  INSTALLATION  PROBLEMS  CREATE  AN 
EXCELLENT  OPPORTUNITY. 


INPUT 


RCA  CYLIX 


•  ALSO  CLAIM  THAT  PREVIOUS  SERVICE  QUALITY  PROBLEMS 
ARE  A  THING  OF  THE  PAST  WITH  NEW  FOCUS  ON 
SATELLITE  ONLY. 


INPUT 


ADP  AUTONET 


i  SEPARATE  GROUP  FORMED  IN  SPRING  1982  AFTER  3  YEARS 
"START-UP"  LEAD. 

•  CURRENTLY  SERVING  179  LOCATIONS  WITH  LOCAL  DIAL, 
UP  FROM  ABOUT  1^0  ONE  YEAR  AGO.  TELENET  AND 
TYMNET  ACCESS  BRING  TOTAL  TO  AROUND  300.  $5.00 
SURCHARGE . 

t      OFFERS  ONLY  ASYNC  ACCESS  AT  SPEEDS  TO  2^*00. 

•  CURRENTLY  WORKING  ON  3270  AND  HAS  NO  PLANS  FOR 
SDLC. 

•  LEADS  PROVIDED  BY  ADP/NS  SALES  FORCE  BUT  HAS  SIX 
(6)  DEDICATED  SALES  PERSONS  IN  NY/NJ,  ATLANTA,  ANN 
ARBOR,  CALIFORNIA. 


INPUT 


ADP  AUTONET 


•  CURRENTLY  CONNECTING  75  FOREIGH  HOSTS,  UP  FROM  25 
ONE  YEAR  AGO .  TRAFF I C  NOT  UP  PROPORT I ONALLY . 

•  CONDUCTED  UNUSUAL  PROMOTION  CALLED  "AUTOWATS"  TO 
SIGN  UP  NEW  (NO  PRIOR  NETWORK)  CUSTOMERS  BY 
RESELLING  TWO  WATS  FOR  HOST  ACCESS  TO  EACH  NEW 
CUSTOMER.  PURPOSE  WAS  TO  GET  SMALL  BUT  GROWING 
CLIENTS.    STILL  IN  PLACE. 

■ 

•  SELLING  A  "QUALITY"  NETWORK,  NOT  PRICE. 

•  NEW  PRICES  DUE  0^  8*+.  WILL  ANNOUNCE  3270  THEN. 

•  SEES  OPPORTUNITY  IN  P.C.  INTERCONNECTIONS, 
CLEARING  HOUSE  OPERATIONS  (WITH  OTHER  PARTS  OF 
ADP)  AND  GENERAL  COMMUNICATIONS  DEMAND. 


INPUT 


ADP  AUTONET 


•       PROBABLY  NOT  DESTINED  TO  BE  A  MAJOR  FORCE;  WILL 
REMAIN  LARGELY  AN  ADP  UTILITY. 


INPUT 


r 


COMPUSERVE 


0  ABOUT  TWO  YEARS  AGO,  COMPUSERVE  REORGANIZED  AND 
"BROKE  OUT"  THEIR  NETWORK  ACTIVITIES.  IT  IS  NOW 
ONE  OF  THREE  L.O.B'S.  OTHER  TWO  ARE  BUSINESS 
INFORMATION  SERVICES  AND  CONSUMER  INFORMATION 
SERV I CES . 

•  SINCE  REORGANIZATION  GROWTH  HAS  BEEN  RAPID  FROM  A 
SMALL  BASE.  100%  INCREASE  IN  FY  198<f  FROM  1983. 
50%  GROWTH  PLANNED  FOR  FY  1985. 

0  CURRENTLY  HAS  300  NODES  IN  "CITIES."  ALSO 
GATEWAYS  TYMNET  AND  TELENET.  VIRTUALLY  NO  FX 
LINES.  ALL  NODES  ARE  HIERARCHICALLY  EQUAL.  $3 
TELENET  AND  TYMNET  SURCHARGE. 


INPUT  — ^ 
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COMPUSERVE 


•  ABOUT  125  SALESPERSONS  DEPLOYED  IN  2k  LOCTIONS 
PLUS  6  NETWORK  SPECIALISTS  IN  EAST,  MIDWEST  AND 
WEST.  SALES  PERSONNEL  SELL  BOTH  NIS  AND  BIS 
SERVICES. 

•  OFFERING  ONLY  ASYNC  AND  X.25.  DOES  NOT  PLAN  TO 
OFFER  IBM  3270  OR  SNA.  FEELS  THAT  X.25  MAKES  MORE 
SENSE  AS  A  SYNC  OFFERING  AND  THAT  IBM  WILL  MOVE  TO 
X.25.  COMPUSERVE  CAN  "LEAP  FROG"  SNA  IN  THIS 
VIEW. 

•  CURRENTLY  CONNECTING  A  TOTAL  OF  100  HOSTS,  A  "FEW" 
WITH  X.25. 


INPUT 
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COMPUSERVE 


•  MAKING  SOME  USE  OF  SATELLITE  (3-4)  LOCATIONS  FOR 
HIGH  TRAFFIC  CONCENTRATIONS,  WOULD  NOT  PROVIDE 
DETAILS,  BUT  EXPECTS  MORE  USE. 

e  BEL  I  EVES  I T  HAS  A  MAJOR  FEATURE  I N  A  SYSTEM  CALLED 
" CHAMP . "  THE  CUSTOMER  HOST  ADM  I N I STRAT I  ON  PROGRAM 
ALLOWS  USERS  TO  "SELF-ADMINISTER"  THEIR  NETWORKS, 
SETTING  TERMINAL  PARAMETERS,  DESIGNATING  HOSTS  AND 
ADMINISTERING  USER  PASSWORDS.  FIRST  3  HOURS/MONTH 
FREE,  THEN  $^0.00  PER  HOUR. 

0  EMPHASIS  AREA  (OTHER  THAN  ASYNC  TRAFFIC)  IS  POS 
CREDIT  VERIFICATION.  BELIEVES  NETWORK  HAS 
FUNCTIONAL  ADVANTAGES  OVER  CENTRALLY  SUPERVISED 
NETS  FOR  THIS  IN  TERMS  OF  RESPONSE  TIME. 


INPUT — ' 


COMPUSERVE 


•  CURRENTLY  HAS  "EXPEDITED  MESSAGE"  SOFTWARE  ON  60 
NODES  AND  HAS  NATIONAL  DEAL  WITH  VISA  FOR  POS 
VERIFICATION.  ALSO  WORKING  WITH  BANKS  ON  POS 
SYSTEMS.  SMALL  DEDICATED  STAFF  FOR  THIS  Ck-6 
PEOPLE). 

•  EXPECTS  TO  GROW  VERY  RAPDILY  DUE  TO  "BIG  DEMAND 
FOR  COMMUNICATIONS."  DOES  NOT  SEE  ITSELF  TAKING 
SHARE  FROM  TYMNET  AND  TELENET.  BELIEVES  THERE  IS 
MORE  THAN  ENOUGH  BUSINESS  TO  GO  AROUND. 
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BASE  RATES  OF  SIX  NETWORKS 


•  IN  GENERAL,  STRUCTURES  OF  PRICING  ARE  SIMILAR  IN 
NATURE  WITH  THE  EXCEPTION  OF  NET  1000. 

•  STRUCTURES  VARY  IN  THE  SLOPE  OF  DISCOUNT.  FOR 
MODERATE  TO  LIGHT  USAGE,  THERE  ARE  SIGNIFICANT 
DIFFERENCES.  THESE  DIFFERENCES  ARE  LIKELY  TO  BE 
MODERATE  AT  HEAVY  USAGE  LEVELS. 

f  LIKE  THE  TIMESHARING  BUSINESS,  "DEALS"  MAY  BE  MADE 
WHICH  DO  NOT  APPEAR  ON  PRICE  LISTS. 

•  MULT  I -VENDOR  ENVIRONMENT  ALLOWS  CUSTOMERS  A  VIEW 
OF  ACTUAL  COSTS.  IN  INPUT  SURVEYS  CUSTOMERS  HAVE 
NOT  INDICATED  THAT  ANY  VENDOR  WAS  MATERIALLY 
CHEAPER  IN  PRACTICE.  CUSTOMERS  DID  HAVE  SERVICE 
AND  BILLING  CONCERNS. 


INPUT — ' 


BASE  RATES  OF  SIX  r^TWORKS 


e       PROBABLE  OPERATING  MARKET  MECHANISMS: 

ATTRACT  ON  PRICE 
RETAIN  ON  SERVICE 

«  ABOUT  2/3  OF  ALL  BIG  USERS  ARE  MULT  I -VENDOR . 
TYMNET  HAS  MORE  LARGE  SINGLE  VENDOR  SITES  THAN 
TELENET . 
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